' DOCUMENT. RESUME 



ED 211-754' 

AUTHOR 
TITLE 



INSTITUTION 
SPONS AGENCY 
PUB DATE 

contract 
nOte , 

• available prom 



CE k 031 038 



MpBain, Sudan L. 

Getting Down to Business: Fertilize) 
-Service, "Module §. [.Student Guide]. 
Training Components. ; 1 

American Institutes for Research in 
Sciences, Palo Alto, Calif. 
Office of Vocational and Adult Educi 
Washington, D.C. 
May 8X 

300-79-0535 . > • . * , » .' , 

94p.; For related d6cuments see .CE 031 026-101 and CE" 
031 324. " * 

Wisconsin Vocational Studies Center, 



ir and Pesticide 
Efftrepre.neursh'ip 

the Behavioral 

:ation ' (ED.), , 



Sciences Bldg. , Madison, WI 53706, 
ETC100F1, $6.00. 25% discount on 10 
title. .Complete set-*-ETC100--$200 . 0 



, 964 Educational 
(Order No. 
0 or moi;e of same 

0). . 



EDRS PRICE 
DESCRIPTORS 



IDENTIFIERS 



MFO1/PC0.4. Plus Postage. u 
Administrator Role; ^Advertising; ^Business ~* 
Administration; ^Business Education; Business Skills;' 
♦Fertilizers; Financial Support; Learning Activities; v 
Learning Modules; Hpney Management; ^Pesticides; 
Recordkeeping; Salesmanship; Secondary Education 
*Entrepreneurship; *Small Businesses * ^ 



ABSTRACT 



*This mddule orf owning* and operating a v f ertiliz^r aftd 
pesticide service is one of 36 in a series qn entrepreneurship. ^Jhe 
introduction tells the student what topics will be covered and 
suggests other modules Jo read in related ^occupations .. Each unit 
includes student goars, a case study, and a discuss.ion of the unit 
subject matter. Learning Activities are divided into individual 
activities, discussion questions, ^nd a groap activity. Units (and 
subject matter) in this module are planning youp business (personal 
■^-^ qualities; services, customers, and cbmpetition; special services; 
NX legal .requirements) ; choosing a location (picking an area; picking s 
\ \ s P ot ^'. getting money /to s'tart (description oJ; your business; 
\ -^statement of financial need);-being fcn charge (dividing the 
\ /organizing the work (plamfing the work; doing the work; che 
- v^work); setting prices (materials, JLa^or); advertising and s 



orkj ; 
ing the, 
"ing 

9 of 



(designing an ad; promotion); keeping financial 'records (type 
sal *§U dail y cashjsheet); and keeping your business successful^ 
(prdjfTt and loss statement; profit ratio and expejn&e ratio; 
increasing net profits). A Summary and quiz complete l£he document (A 

' ^ " module;) J(CT) 



teacher's guide is available for this 



♦ 



****************** ****^ ************ ******>^^ 

* Reproductions supplied by EDRS are the best that can-be made- ~ * 

* from th6 original document. * * * 
************ ************************** ********************************* 



eric ; - 




Entrepren«ur§hip Training .Components 



M 



) 



GETTING DOWN TO BUSINESS: 



Fertilizer and Pesticide Service 



f 



Module 5 



American Institutes f o,r * Research 



ERIC 



• 2 



4 



r+ ; ■ 

The information reported herein was obtained pursuant 1 
to Contract No. 300-79-0535, Office of Vocational afM 
AdultEdupation^ U.S. Education Departments Contractors 
undertaking such projetts ander government sponsorship 
are encouraged >to document infbrmation according to 
their observation and professional judgment* Conse- 
quently, information, points of view, or opinions stated 
do not necessarily represent official Education Depart- 
ment position or policy. 



3 



JETTING 



DOWN TO BUSINESS: 



Fertilizer and Pesticide Service 



t 



Susan L. HcBain v 



May 1981 



\ 



Developed at the American Institutes for Research 
under support from the 
Office of Vocatidnal and Ac^jlt Education 
U.S. Education jPepartmen t 



ERJC 



1 



■ \ 



J 



J 




Z4 



5 



n 



/ 



Vhe Entrepreneursftip Training Gbmponents are based on 
information from many sources. Special acknowledgement 
is due the Small Business Management and Ownersjiijf 
materials designed and tested by CRC Education and 
Human Development, Inc. for the U.S. Office of Educa- 
tion's 'Bureau of Occupational and Adult Education. 
Special thanks are owed the entrepreneurs who shared their 
experiences during the, preparation^ of this module. 



1 ) 



<* , * .TABLE' OF CONTENTS 

/ i 

Introduction .... \ ......>... 

Unit 1 

Planning a Fertilizer and Pesticide Service 

Learning Activities 1 * 

Unit 2 

Choosing a Location, ...... 

Learning Activities 

Unit 3 , ^ 
Getting Money to Start 

Learning Activities . . , 

Unit 4 4 \ „ 

Being in Charge ; . . . * , 

Learning Activities 

Unit 5 - * 

Organizing the Work 

Learning Activitie/ . . . . u . 

Unit -6 

Setting Prices 

Learning Activities . ; *. 

Unit 7 ' 

Advertising and Selling 

L§arning Activities 

Unit 8 * * 

Keeping Financial Records .7. . 

Learning Activities . • • \« • 

Units 9 

„ Keeping Your Business Successfui ...... 4 , 

Learning Activities 

Sunmary . . ^ ....... 

\ 1 

Quiz ... vl 



INTRODUCTION 

llow are you going to use ,your job skills after you finish 
'school? 

Have' you ever thought about starting £oyr own fertilizer 
and pesticide^ service? < 

¥ ' • " 

This module describes people who have*started and managed 
this kind of - service. It gives' you an idea of what they do 
and some of the special skills they need. 

4 

You will read about 

planning a fertilizer and pesticide service 

cftoosing a location , ^ 
--^getf- jng money to ^ start 

being in charge, w *~ -■ * 

organizing the work * * 

setting prices 

advertising, and selling 

keeping financial records 

keeping your business successful 
You will also have a chance to practice some of the things 
that owners of fertilizer and pesticide services do. 

Then you will have a better idea of whether a career &s an - 
owner of that kind of business is for you. 

Before you read this module, you might want to study 
Module 1, Getting Down to business: What's It All About? 



WtVen you finish this module, you might' want to read 



Module 
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Business: 
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Service 



These mpdules are related to other businesses in agri- 
culture. 



UNIT 1 



Planning a Fertilizer and Pesticide Service' 



To help you pi an a fertilizer and pesticide service. 

i 

Objective li List three or more personal qualities 
an pVner of this business might have. 

Objective 2: Describe # the services, customers, and 

competition of this business. 

« 

Objective 3: List two ways to help your business * 
"stand out" from its. competition. 

Objective 4: List two legal requirements for 
running this business. ' , 



r 



CARL THINKS ABOUT; OPENING HIS 0^ BUSINESS 



Carl Eaglehorse works for a large farm*service company* 

He has 'worked there for 18 years. He is a pesj: controL 

advisor. He helps farmers figure out which fertilizer 'and 

chemicals they need. He is very good at his job. 

Carl has been thinking about opening his own business. 
He has been taking business couraes.in night sehcol. He' 
would like to start his own fertilizer and pesticide 
service. ' 



ff I know I could do it%" Carl thinks. "I know a lfct 
about fertilizer and pes.ticides. r'm very -Careful, because 
I know (hose chemicals can be dangerous. I've learned a 
lot about business. Also, the" farmers like me and know 
they qan count on me.' They know I'll work overtime and 
weekends to help them when they need it. • Most of all, I'd 
,like.to be my own boss. I*'d like to make the decisions 
.about my work. I know that if 'I make^ bad decisions, iMl 
have no one to blame but myself. But I'd like to try it." 
* 

Thef area «where Carl lives has mostly very large fai'ms. 1 • 
Tfeere are two large farm service companies that do almost 
all the fertilizer and pesticide work. Carl wonders how he 
can^compet;e wzth these large companies 



is 
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"I don't think this area is a good one for my service," 
he decides. "I need to be in an area with .morte small 
farms. To J compete, well I'd like to offer some special 
service. I will offer help in figuring out what fertilizer 
and pesticide is needed. I could offer free help with 
integrated pest management.. Maybe I'll hire an employee 
who specializes in that/" 

Carl will- talk to a lawyer to learn about the best 
w „ ornufor his business. He will talk to an insurance 
agent to fiftd out what coverage he needs. And, he will talk 
t9 federal, state, and local, agricultural agents to find 
out what laws he must follow. 
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Planning a Fertilizer and Pesticide Service 



There are many, taany small businesses in America. Small businesses 
can have as few as/orie worker (the owner) or as many as four workers. A 
small businessx owner is "s%lf-employed ." often a Wiole family works 
together in a small business. * * * 

Carl thought about four, main things in planning Kis fertilizer and 
pesticide service. First, he decided his personal qualities are right, 
for the business. Second, he thought about his services, customers, and 
competition. Third, he decided what he can dor fco compete well. Finally, 
he thought about 'legal requirements for runfting .his. business . . * 



Personal Qualities 

i * » 

.... v 
Carl thought about whether he "'has what \t takes" t^o run a fer- 
tilizer and pesticide service. 

• He has training and skills in fertilizer and pesticide use and 
in running a business. 
V« * He knows fertilizer and pesticides can be dangerous chemicals, 
'so he" is very careful to use them correctly. \ 
He is wijling to work' hard^T 
He gets, along well with people. 
He wants to be his own boss. 



During the growing season, 'farmers sometimes nee<J t6 have help with 
fertilizer or pesticides in a hurry. Owners of a fertilizer and 
pesticde service should be willing to work hard to help farmers. 



Services . Fertilizer and pesticide service workers serve large aVid 
small farmers. They decide what fertilizers to use on certain \crops . e 
They study ihk soil to find* out what crops were planted in the^tield 
last year. Often they send plant samples to a laboratory to be sure the 
right fertilizer is beihg used. * * 

Some workers, called p^st jLontrol advisors, help farmers i4ent^y 
insects, plants, ,and soil pests that jiurt: crops or ^nimals. Other 
workfers are called pest control operators. They mix pesticides at the 
right strength and then apply them using a truck or tractor, and 
spreader or sprayer. These, workers are usually the ones who apply 
fertilizer, too. Sometimes one person does both jobs. 

* Customers. Farmers are the customers of this business. In areas 
with only very large' farms , farmers may own their own spraying and 
spreading equipment: In areas with small farms, many farmers cannot 
afford** their own equipment. Small farmers are more likely customers for 
a small fertilizer and pesticide service. 

Sometimes people call a fertilizer and pesticide service because 
their buildings have termites or other pests they want destroyed. The 
equipment for controlling agricultural pests i's very different frdra 
equipment for destroying structural pests in buildings. Fertilizer and 
pesticide services can't help these people. . 

Competition . Your competition will be other businesses that do what 
you do. Established fann service companies offer fertilizer and pesti- 
cide services and probably are well known to farmers. 

V . • . . 

\ Small fertilizer arid pesticide .services can compete with established 

companies by giving especially good, service . They can also of£er 

\ • \ • 

special services . * 



You can find fertilizer and pesticide services listed in the Yellow 

' • - - .J 

Pages of the phone book. You can also^ ask fanners in your are*. If 

there are a lot of companies already operating* your service will have a 

fipialler chance of succeeding than if there are only a fewC,_ 



Special Services i- ' * 

* • i 

i 

Carl knowsshe will hfcve to compete with other fertilizer and 
pesticide services . He has thought about what special services he could 
otter to get customers. One special service he could offer, is f%ee 
advice on the new fiel'd of integrated pest management. People irt this 
field help farmers control pests in many'ways. They show farmers how to 
use fewer chemical pesticides so there are fewer chemicals released in 
the environment. ^ L ' * 

Other special services might be: * i ' 

• help on deciding what fertilizer or pesticides are needed; 

• discounts fctr large orders or quick payment; or , 

• guarantees tttat ^results will be good or the jcjb will be 4 
' # don£ again, * • 



Carl decides to offer help in deciding what's needed. He will also 
offer free advice on integrate^ pest management. He is not a specialist 
in this himself,' but he will look for an .employee who is. * . 



Legal Requirements ^ ' N • , 

K You should 1 contact your county agricultural agent and'your state 

*v • 

business licensing agency to learn about the laws for a fertilizer and 

/ ) 

pesticide service. . / * 

There are other important legal requirements for opening a 'busi- 
ness. You have to cho6se the legal form of ytfur business. A lawyer can 
advise you on the different forms of business. 
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, Every business needs insurance tobe protected against certain kinds 
of losses.^ An insurance agent can help you ,decide on the kinds and 
amounts of Insurance you. need. 

Most . states have speciaL laws for pesticide application. Your 
business may have to meet as many as four legal requirements to apply 
pesticides: (1) a pest control dealer's license to sell pesticides to 
farmers; (2) registration with the' state department of agriculture to 
apply pesticides; (3) a pest control advisor's license for every worker 
who advises farmers on pesticide use; and (4) a pest control operator's 
license for every wprker who applies pesticides. 

If you move to a new state, getting these licenses may take some 
time. You may have to work for a fertilizer and pesticide service and 
also to take some tests. Most states do not now regulate fertilizer 
use, though in the future they may. Every state also requires a 
business operator's license to open almost any business. 



Sumnary 

s 

— It is important to plan ahead before starting your business.' Notf 
you know four things to think afToiTt in planning a fertilizer and 
pesticide service. ^ ^ 
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* Learning Activities 



Individual Actiyi^es ' ♦ ^ 



1. List v two legal requirements for starting a fertilizer and pesticide 

. service. Call or write your county agricultural agent and your 

, state busings licensing agency to find out if your state has any 

* other requirements. , <^ 

2 t Would you like running a fertilizer and pesticide service? Chsck 

each statement below that fits you. , 
I'm willing to work hard. 

Ifm ver X careful in situations. in whicli I or others* could be in 

danger. $ * 
. - I really like doing things on ray own. 
; I get along^ well with people, fc ^ 
. I m interested in how a business is run. ' 

3. Fincfout what fertilizer and pesticide services are in your area. 
Are any ot # them small (no more than four full-time->workers )? 

' v a * \ 

4. Can you, ft think of any other special services a fertilfter and 
pesticide service could offer? . Make 'a list of them. 

1 ^ 
5.. Describe the services you would* offer*ff you opened a fertilizer and 
pesticide service in your -area. Who *vould your customers be? Who 
would your competition i>e? . i 

* * ' * ♦ 
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Discussion Questions * , * 

1. Why do you think an area with many small farms might be a better 
location' for a small' fertilizer and pesticide ^service? Is y.our area 
like this? 

2. Why do you think Carl wants to be his own bos3? ' 

3. What problems could Carl face if his business fails? 



Grpup Activity 

Ask the owner of a small fertil izer % and p*esticide service to cond 
and talk to the class. If there are no sjnall services, ^sk the manager 
'of a large service. Ask the pet*aoti to -talk about running this kind' of >. 
business. * ; ; . * ' 

• » 

Plan what' questions you will ask^Jhe service* owner or manager. You 
might ask these ques tiohs *and others.' 

• What kinds of equipment "does your Service use? 

t * What is your day ^1 ike?" What do you do? How toany hours rfo you 

c 

" usually work? 
t_^What experience and training do you have for yoar job? 
. . t What are the "good and bacj&parts of~your job? 

t Do you think* this is a good area for a small service to open? 
What "areas might be better? ^ 

If the person is the owner of the business,\you pould ask these 
questions. 

• s Why did you want to open your own service? 

• How long did you plan before you opened.? 

• How much money did it take to get k started? Where* did* you get 
the moneyj? . 
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UNIT 2 



/ 



Choosing a Location 



Goal: To help you choose a location for a fertilizer and- 
pes ticide service. 



Objective 1: List three things to think about in 
deciding where to locate this business. 

Objective 2: Pick the best location for this 
business from three choices and 'explain your 
choice. x 
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CARL DECIDES WHERE TO LOCATE 



Carl knows his area i? npt a good one for a small 
fertilizer and pesticide service. He wants to open his 
business in an area with mostly small farms. So fie talks 
to farmers, county agents, ^nd others. ' He visits two ! 
states to see if he should open his business in one of them. 

He decides to open his service in a state with many 
small apple and cherry orchards. The ar^jj also has small 
farms that grow many kinds of -row crops. Carl talks to 
several farmers in the area. All but two say they would 
like to have his service available. 

He will need an office, space to store supplies, and 
space to park his equipment. He talks to a real estate * 
agent, \tfs. Carlton, about what he needs. She fells him 
there are t&o places he could choose. One place is in 
town. It used to be an auto repair shop. It has a smalt 
office and equipment for repairs, such as a hydraulic 
lift, It 1 ease^for $1,800 a month. ^ • • 

The repair equipment would* be handy for doing mainte- 
nance ^ork on-the trucks. But the place doesn't have any 
storage space, or much space outside. Also, there's a, 
pesticide service just three blocks away. 

The second place is out on a highway. 'It's bigger and 
has lots of storage space. It" was used for storage by, a 
small trucking firm. It has a gas. storage tank and pump. 
It also has two buildings. One is a large storage building. 1 
The other is a small temporary structure that could be used 
for an office. The lease is $2,000 a month for this space. 

** » 

Carl, decides to take the place on the highway. It is 
closer. to ftany farms. He thinks people will* notice his 
business better there, too. * 

i 

Ms. Carlton helps him work out* a three-year lease with; 
the owner. Before he signs it, he will be sure he has 
enough money to getstarted. * 
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Choosing a Location 



Choosing a location is importaht. You have to be sure that the atea 
has enough customers for your services. For a fertilizer and pestrcide 
service, *y° u * might- eveji have to move to a different state ,to get enough 
customers ♦ 

t 

To find out how many customers might come to/ see you, you have to 
ask questioqs. You can get answers from: j 

• people who mi^ht be customers; 

• people who have worked in the bu siness, and 

• city or county agencies, such as the county agricultural agent 
or "the planning department* 

Once you are sure the area has enough customers, yoifc have to pick 
the spot for your business. These are five things to think about. 

• The apace has to be large enough foi> your needs. 

• It has to be where it will attract customers. * , 

• Tt has to have the right equipment, or else be easy to add 
. 1 equipment to. J 

• It has to be in good shape* 

• The price has to be one you can pay. 



Picking an Area \ 

i \ 
Catl talked to several farmers about his service. This is a good 
way to find out whether people wiil u^e your service. 
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But sometimes you c^n't talk directly to customd^^ So you have to 
ask others. People who have worked in the business can tell you if they 
have lots of customers or just a fev*. The county agricultural agent may 
be able to tell you this, too. 

The city or county planning department can tell you a lot about the 

area. It can also* tell you if changes are planned that might affect- a 

your business. For example, a new highway or change in the zoning laws 
might be important to you. 

Picking a Spot > 

Location . Carl h^s decided that the highway location is better for 
his business. He has two reasons for this. He wants to stay away from 
competition. He doesn't want to be very close to another pesticide 
service. 

K 

Also, he wants his business to be noticed. He can get to 3 many of 
his customers more easily than he could from town. - 

Size . Carl needed three kinds of space. He needed space to store 
and care for his trucks and ^praying equipment. 4 

He needed space to stoife fertilizers and pesticides. These supplies 
need to be handled carefully x and stored safely. This is important 
because they can be dangerous and also because they are a big expense * 
for Carl's business. Careless storage can cause damage to supplies and 
cost money ^ 

Carl also needed office sp$ce to store business forms and to talk to 
customers. All fertilizer and pesticide services need these three kinds 
of space. • |^ 



? ' Equipment . The place on the highway already has some of the equip- 
ment Carl needs. It has a gas tank and pump for fueling the trucks. 



The shape it's in . Wheji you look for a place for a business, you 
can't always find one "all ready to go." JBut a good location is worth 
v choosing. Remember to include the cost of changes in figuring out how 
n\uch money you rieed. 

Carl's place didn't need any repairs. His building^^ere fairly 
• strong and secure. Heating, - plumbing , and wiring all worked well. The 
roofs did not leak. Be sure to check all these things before you sign a 
lease or buy 'a place. 



Most customers also.,like to do business in a clean, well-kept 
place. A coat of paint is a good idea. 

What* it costs . The place on the highway cost a little more. than the 
one in town. But it had the necessary storage and office buildings. 
And Carll thought he could afford it. He had done a lot of thiifking and m 
planning about money. In the' next section you will^read about his^lana*— 



Summary 



Choosing a location is important. First,- you have *to pick a^good 
area with enough customers. To be sure you Mo that,\yo'u have to get as 
much information as you can. Second, you\iave to p^ck a good spot for 
your shop. Now you know some things to think about in picking a ,s 
location. 
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Learning Activities 

/ • 



individual Activities 



1. List two things Ca^l didn't do when he was picking an area for his 

* 

business. 

-2. J. Find out where fertilizer , and pesticide* services are in your area. • 
Are they all close together or far <apart? 

v r • 

3. List the three kinds of space* a fertilizer and pesticide service 

needs. • 4 

/ . • * 

4. * Figure out how much Carl, will pay to lease the pface on the highway 

for three years. ^ . 



5. List the three reasons Carl picked the spot on the highway. 
* f' 



Discussion Questions 



1. Is it always good to be far away*from your competition? Could it be 
good to be close to your competitors? ^ V 

2. Carl didn't talk to the county planning department. What problems 
could' he have because he didn't^ • 

. " » ' f 

3. How can you* figure out the price you can afford to pay for a place? ^ 
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Group Activity 



mm 

Invite one or more fertilizer and pesticide se/vice owners to visit 
your class. When you invite them, ask whefe their businesses ire 
located. Visit each location, alon* or with a classmate, before t £heir 
visit. Write down what the area is like, the buildings condition, and 
other things that describe the location. Or draw a picture of the, 
spot. Report on the locations to the class before the owners visit. 



When the owners visit, ask them/why they picked the locations they 
did. Aslc questions such as. these. * *> , ' 

Are your customers nearby? If not, how far away are they?_ * 

Is fuel a big part of your monthly expenses? 

^ ■ \ • . .... 

How much space do you have in your building?| How is' it flivided 

up? - ■ « ' 

« 

Is rent a big part of . your monthly expenses? 
How often do customers visit your office? ^Cari you tell what 
they think of the location? , 



> 
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' UNIT 3 



Getting Money to'Start 



Goal: To help you plan how to get money to start a 
fertilizer and pesticide service. 

r_ ^ ' , ' * , V 

Objective 1: Write a business description for this 
busifiess. 

"Objective 2: Fill ov^t a "form shpwing how much' 

^ money you need to start this business. 



• 
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CARL APPLIES FOR A LOAN 



Carl has been thinking about how much money he needs to 
start his business. He has listed these expenses. 

Lease of building, six months ($2,000/mo.) $ 12,000 

Office painting and remodeling 2,000 

Two truck spray rigs ($10,0i)0 each) 20,000 

Tractor 6pray r.ig p 35,000 

Fertilizers and supplies 30,000 

Pesticides and supplies ^ J9u>000 

Office furniture . 1,000 

Office supplies ' * 500 

Insurance 1 ,000 

Advertising ft 1,-OtOO 

Salaries : Two employees : $1 ,000/mo'nth - v 12 , 000 
each, six months 
Owner's income: $l,000/month, 
» six months 

■o TOTAL $150,^500- 

This was his lf money on hand"- for the business. 



Savings 

Loan from parents 



TOTAL 



$15,000 
15,000 
$30,000 



Carl~can see that he needs a loan of $120,500 to start 
his business. He plans to visit a bank in" town to borrow 
the money. To show the banker that he should get a loan, 
he writes a description of the business. He tells what the 
business will do and whom it'will serve* He also tells 
about its special services. He tries to show why his idea 
for a business is a good one. 

_7 * Carl also writes about himself. He explains his past 
graining and'experience. He lists people and businesses 
back home wKom the banker can call. Thdy can tell the 
banker that Carl was reliable and paid his bills. Carl 
wants to show the banker that he is a "good risk" who will, 
repay the bank's money. ^ * ^ 
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' - Getting-Money to Start " i 

• Starting a sm^fl business takes money. There are many one-time 
costs at first (start-up costs)/ Starting a fertilizer and pesticide 
service takes more money tljan many other businesses, because equipment 
costs a lot". Usually you need a loan from a bank or a government, 
agency. .To get a loan, you need to give the bank ; three kinds of 
information in writing: K> ^ , 

• personal information on yourseS v f^ 

• a description of your business; and 

• a statement of your starting expenses , cash on hand, and loan 
needed* called a ^'statement of financial need." ^ * 

^ Personal , information is often written in the ^rra^f a resume. A 
resume 'shows your education and expedience and give,? names of refer- 
ences. This module won't give any more information about resumes. 
Instead, it will deal with the description of your business and the 
statement of financial need. > • 



Description of Your Business 



A business description .should tell the banker everything important 
.about thebusiness. A business description has five parts. 



Kind of business and services provided . Cairj. writes that his 
business will choose the right fertilizers and pekfcicicles and then app 
them to crops. * He lists the equipment he needs. , 

Location . He describes the place he has* picked and why f he* thinks 
is a goo</ location. ^ > 
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Competition Carl writes about the other farm service businesses in 
the area. There is a small pesticide service in town, but it 
specializes in row cropsv A large farm service business also serves the 
area. 

Customers . He writes about the needs of smaller farmers in the 
area. „He explains that these farmers often don ! t have their owni' 
fertilizer and pesticide application equipment. Small farmers need to 
have this work done for them on a timely basis. 

Plans for, success . Finally, Carl d^cribes how he will help farmers 
His business will offer free advice on integrated pest management. This 
will help fafraers prevent crop^ damage and use fewer chemicals. Carl' 
will also be able to make his prices competitive with those of the large 
farm service business. j 

A business description should show the banker that you have a good 
idea. It should contain facts that prove your business has a good 
chance to succeed. It should Ulso show that you are enthusiastic about 
your idea. If you feel your idea is, good but the banker doesn't, don't 
give up. Check with other banks in the area. If you still get turned 
down, the Small Business Administration makes some loans. * So does the 

Farmers Home Administration. Call the nearest office of this « agency . 

J 

Statement of Financial Need 

Carl asked the banker if she had any special foVms for him to fill 
out. The banker said "yes'V an\^ gave him a statement of financial need. 
After they filled it out together it looked like this. 
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STATEMENT OF FINANCIAL NEED^' 


/ 


* o carting Expenses 


Money on Hand 




Salaries . $ 18,000 


Cash on -Hand 


$ 15,000 


Building Expenses x 12,000 


Giftsor Personal Loans 


1 5 , 000 


Repairs and Renovations 2,000 


TOTAL 


$ 30,000 


Equipment and Furniture 56,000 






Fertilizers and Pesticides 60,000 






Office Supplies * 500 


» 




AHvprti na 1 fififi 

flu V C I Hoi * *o A , v v v 






Other * 1,000 






TOTAL $150,500 


TOTAL STARTING EXPENSES 


$150*500 




TOTAL MONEY ON HAND 


30,000 




TOTAL LOAN MONEY NEEDED 


?120, 500 


Starting expenses. Carl first listed expenses. He thought 


it would 


take him about six months to get going. He took a realistic salary, * 



just enough to get by on. Carl knew what fertilizers, pesticides, and 
office supplies he needed and their costs. Under "Building Expenses". he 
put the lease. "Equipment and Furniture" includes the trtuck and tractor 
spray rigs and office furniture. "Other" is the insurance. 

Money on hand . Carl has been saving money for many years. It comes 
.to $15,000. Carl knows the bank will want^him to put up more money. 
His parents are willing to^end him $15,000. 

A bank will want you to use your own mgney as well as its loan to 
start your business. It may take years of saving to get enough. 
Sometimes your family can lend you money. It is important to think 
carefully about how much money you need. If you ask for too much, you 

> may not get the loan. If you ask for too little, t your business may go 

° broke'. 
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You jieed money 
borrow frQm a hank- 


1 

to start a business • You will probably have to *« 
or government agency* Now you know the kinds^ of 






information to give 


the lending .agenoy when" you ask for a. loan. - 
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Learning Activities 



Individual Activities 

*\ " : " ' 

1. List three places that may lend money to ~st;art a small fertilizer 
and pesticide servicje. * 

2. In your own words, write a description .of Carl's business. Try to 
show why his idea is a good one. Don't forget to include all the 
parts of a business description. , c 

3. What are the three main parts of a statement of financial need? 

*> 

7* 

4. Suppose you wanted to start a fertilizer and pesticide service. You 
will have these start-up expenses, 

> • ■ 

Lease for three months at $2,000 per month $ 6,000 

Build extra storage space onto building 10,000 
Tractor spray rig . 35,000 

Truck spray rig 15,000 
Fertiliser and pesticides t 58,,000 

Office supplies < 500 

Insurance . * 500 

Furniture * • < 3Q,0 

Newspaper ads • - 200 

Employee's salary - 3 months at $1,000 per month 3,000 
Owner's salary - 3 months 'at $1,000 per month 3,000 

You have $10,000 in savings and a loan of $10,000 from family mem- 
bers. Pill ou-t the statement of financial' need on the next page. 
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I Starting Expenses 

Salaries j$ 

Building Expenses 
Repairs and Renovations 
Equipment and Furniture 
Fertilizers and Pesticides 
Office Supplies 
Advertising 
Other 



TOTAL 



' Money on Hand 

Cash on Hand $ 
Gifts or Personal Loans 
Investment by Others 



TOTAL 



$ 



JOTAL STARTING EXPENSES $ 
TOTAL MONEY ON HAND 
TOTAL LOAN MONEY NEEDED $ 



Discussion Questions ^ 

* 

1. Suppose you are a 'banker. A man comes to borrow money to start a 
fertilizer and pesticide service. He has talked to farmers and 
other dealers and thinks^ the business will do well. He has been a 
pest control advisor and operator for 30 'years and has managed a 
farm service business,. But he has only $5,000 arid .asks to borrow 
$90,000. What would you tell him? 

.2. Again, suppose you are a banker. A woman comes to borrow money to 
start a fertilizer and pesticide service. She studied agriculture 
in school but has never worked for a fertilizer and pesticide 
service. Sfie has not talked to farmers, but she thinks having her 
Own business would be' great. She has $'82,000^and Wants to borrow 
. only $8; 000. What would you tell her? Why? 
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Group Activity 

.As a class, write a list o& starting expenses for a fertilizer and 
pesticide service in your area. \The class could also break into teams 
with each team doing some research\pn costs. For example, one team 
could talk to an insurance agent to^ind the cost of insurance. Anoth 
could talk to 'a fertilizer and pesticiff^g supplier, and so on. 




> 
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UNIT 4 



»• Being in Gharge 



Goal: To help you learn how to plan work for the employees 
of a fertilizer and pesticide service* 



Objective 15— ^ Decide how to divide the work of the 
businefss among the workers. 

Objective 2: Pick the best person to hire for a 
job in this business. 

Objective 3: De'scribe one kind of training you 
might •give your employees. 



\ 



31 



V 



33 



T 



CARL HIRES EMPLOYEES 



\ 



CarL is planning to hire two employees. He lists- the 
work he wants done: *■ 

• find out what fertilizers and pesticides are needed 
for each job; * \ 

m apply needed fertilizers ancUpesticides ; 
^ • keep records of work to be done,* work finished, « 
bills sent, and payments received; and 

• give farmers advice and help on integrated pest 
management . 

* 

Carl' doesn't have* th§ training to advise farmers, about 
integrated pest management-. So he decides to hire somaoafe 
who does. He will look for a person who c^n also .choose 
the right fertilizers and pesticides fpr regular jobs-. He 
also decid^ to hire a secretary to keep track of jobs and 
payments. 5 At first Carl .will do the spraying himself, as 
well as oversee the business. As the business grows, he 
$lans to. hire a spraying crew and, a regular supervisor, p 

Carl writes dotfn a description of the jobs he wants 
filled. This helps him write "Help Wanted" ads. He puts 
the ads in' the newspaper. Three people apply for the 
advisor position. I Darcy has a college degree in entomology. 
She has worked fori a large farm service business for two 
years. She has taken extension courses in integrated pest 
management. Allen has the same training. He has held four 
jobs in three .years. William has worked for a farm service 
business for seven years. He knows a lot about pest n ' 
control but not much about fertilizing. All of them have 
pest control advisor li.censes. 

Carl talks to Darcy and*Allen. Then he calls the 
people they listed as references. Darcy's boss says she is 
a good worker who gets -things done on time. Two of Allen's 
bosses say he was late a lot and often called' in sick. - 
Carl decides to hire Darcy. She takes the job and comes to 
work for him. * 
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* Being in Charge 



*" Most smallA businesses hire employees at some time* To get good work 
done, you have to decide exacfiy what your worker should do. Then you < 
have to find a g\pd worker. A good worker knows hop to do t\\ej^6b and 
is also reliable. 

m 

Another^ important part of good work is how well people get along 
together.* Both owners and employees need to think about this. 



Dividing the Work 



Carl decided to divide ttvte work so that each of the three workers 
has a different kind of job. Another way of dividing the work is to 
have each worker do a little of everything. 

i 

Different kinds of tasks. This is what Carl did., Each worker will 



be doing, d 



Lfferent things. Darcy will be advising farmers on fertil- 



izers, pesticides, and integrated pest management < 



Carl wx^l be doing the spraying at firsthand also running the 
business! Running the business will \nclude organizing the work, 
setting prices/ and Advertising the business. 



CarL has also- hired a secretary named Tina. Tina uses a wheelchair, 
but he,r last boss says, Tina is the best secretary she ever had. Tina's 
job will be 'arranging jobs, spending bills, and keeping track <Jf payments 



Each of these workers needs special training for one kind of job. 
Each worker can be very. goo4g,at this one job but doesn't need to khow 



much about the other jobs. This is important to Carl when he decides 



34 



35 



Y 



what qualificatiofis his employees need. For example^ Darcy doesn't need 
a'pest control operator's license, just an advisor's license.- 



^xture of tasks , Carl might have decided to hire two employees who 
c6,ul9 do everything: advise, ap^ly sprays, and keep track of job's and 
payments. If he had done this, each worker ^ould need to know how to do 
many different tasks. Each worker would need j>oth licenses, too. 



fixture of the 



The work could also be divided in a fixture of these two ways. 6 Carl 

could hire a secretary to take care of records and* payments . J Then, the 

other two workers would do everything else. The two workers would still 

I 

need both licenses. / 



The kind of workers you hire depends on what kind of work you want • 
them to do. You 'should be sure of this before you c hijre them. To be . 
sure, it helps t€ write down a job description for each worker. The ' 
owner's jobs should have job descriptions just like the employee's jobs. 

s 

Hiring a worker ., A job description "should list all the kinds of 
things a worker does. Even the owner's jobs should have £ description. 
That way, everybody knows who does what. 

t 

\fter he wrote the job descriptions for the' advisor position, Carl 
put £n ad in the 1 newspaper. The ad said, ^'Wanted: Licensed pest 
control advisor. Should also have knowledge of fertilizers and plant 
nutrients'. Should have experience, with integrated pest- management.. . 
Should have at least one year of employment in the field.. Salary, 
$1200/month. Call 555-2575." 

Usin^ the newspaper is a good way to get workers. * But not everyone 
who answers the ad will be a good worker. * You should ask each person 
about his or her training and experience. Then you can talk to. the best 
ones in person. Carl decide^William didn't know enough about fertil- 
izers. He talked only to Darcy and ^lllen. 



ERJC . 



35 

36 



r 



-When yob talk to people about the job, you should learn a's much as 
you can about their work. Carl asked what kinds of fertilizers and 
pesticide^ Darcy and Allen had worked with. He asked if Darcy and Allen 
'would be willing to work overtime. 

Carl liked both Darcy and Allen". But he knew he should find out 
about their work from others, too. He got references from both Darcy 
and Allen. ; References are people who kpow your work. Usually 
references include employers you have worked for. 

S 

Allen's employers thought his work had been good. But they said he 
hadn't been very reliable. Carl wouldn't have known this just by * 
talking to Allen. He was glad he had taken the time to call. 

Carl went through five steps in choosing Darcy* to \)brk for him: 

• writing m & job description ; ^ ^ 

• advertising the j6b to people who might want to take it; 

• loolcing at the training and experience of people who applied; 

• talking ; to applicants about their work and'about what the job 
would b£ like; and 

• checking references from employers. 

After you have hireji your employee, you should help her or him learn 
about the job. You may need tp do some extra training if the person 
hasn't done every kind of job you do. For example, your employee might 
not have used the type of spraying equipment you use. 

¥ '■ 

Your employee needs to know how to do things like record work^hours , 
too. You should show yotfr^mployee where things are and how you do 
things. If the -employee . will deal with customers, you need to explain 
how to do that as well. 




Finally, you and your employee: shouL^talk abolit how to keep things 
going well. Maybe you'll want to talk once a *week for a While about how 
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the job is going. Maybe you'll want to set up a "trial period" and then 
talk. Both the owner' and the 'employee have to be satisfied for things 



to wor^ out right. 



Summary 



* Being > a boss takes some effort. Now you know some things to think 
at&ut in dividing the work. You also know some steps to follow in 
hiring an employee. 



) 
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Learning Activities 



# 



Individual Activities 

1« ^ Look through newspaper want ads to see if you can find ads for 

fertilizer and pesticide worker?. What kind of workers do they ask 

- for? What kinds of information do the ads include? {Job title, 

description of work, experience fteeded, salary offered, phone 

# 

number, anything else?) 

2. Write a job description for Carl's job. List as many things as you 
can that you think he might do. You can look ahe|d in this module 
if you want to. 



3. Suppose Catl h^^^nted a worker who could do any kind of 
fertilizing and *p est control work. Write a newspaper ad to hrre 
someone for that job-. 

4. List the five steps in hiring a worker. Why is each step important? 

5. Call the nearest office of j the Internal Revenue Service and ask for 
the "Small Business Tax Kit. 1 - 1 ' List all the ^different kinds. *of forms 
a business owner must fill out for a hired employee. 

6. List one kind of training your employee might need. 
Discussion Questions ( 

1. What are the two main ways work can be divided? What is good about 
each way? What is bad? V . \ 
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2* Why is it important to write a job description for an employee's 




• - 


. job? For an owner's job-? Could doing this prevent any "problems 






later? 

/ ■ • 
7 ■ ' f 

" , 3. Can you 'thi^k of any other places you could put an ad to hire an 


& 


* 


employee? * ' 


V 




Group Activity 






v Suppose that Carl has been in business for almost two years. One 




\. day Carl and Ed, a^rray crew member, are arguing, Ed days', "But I 






thought you w£*re going to let me work as an advisor- after a while/ 1 






Carl says, "Your job description doesn't say anything except Spray 




equipment operator. That's what I told you from the beginning." 






Ed says, "But I really want to learn to do both. , And I could be 


so ta 


• 


much more help to you if I could do all kinds of jobs/' 


♦ 




Carl says, "We've already got too much work for the spray crew- 


And* 




besides, yourwork in the crew hasn't been too good lately." 




Discuss the problems Carl and Ed are having. Is there jusk one kind 




of problem, or ai;e theire more than one?' Can you" think of other examples 




of the ki n <? of pr0blem(s)? What ways are there to solve the 






problem(s)? How coulcfthe problem(s) have been prevented? / 
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UNIT 5 



Organizing the Work 



Goal: , To help you learn how to keep track of the work of 
/ fertilizer and pesticide service. 



Objective 1: On a ^ork order form, show how to 
write a job order for a customer, ^* 

Objective '2: Write a one-day work -schedule for 
workers 'in this business. 



J 
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CARL GETS ORGANIZED 



"Northwest Fertilizer and Pesticide Service" has opened 
and seems to be doing well. The farmers really like having 
advice on integrated pest management. They also like 
having Carlos good service and- fair prices. 

Sometimes it's hard to get all the jobs done. Several 
farmers may want spraying jobs done on the same day. But 
the business doesn't have enough money yet to buy more 
equipmeht. 

Carl tries do get all the jobs done by carefully 
scheduling the work.^ He tries to go to several farms in 
one area at the same time.- Then he goes to another area. 

One day Darfcy tells Carl .that ^three farmers need 
pesticide spraying right away. Two fields have tree crops 
and need truck spraying/ The other field contains squash.. 
The tractor spraying is needed for this field. - 

The three farms are close together. Carl takes the 
truck spray rig out in the morning and sprays both tree 
crops. s The part-time pjest control operator he has hired, 
Tony, meets him at the thipd farm a£te*r lunch. Tony has 
brought the tractor spray rig. Carl helps him mix the 
pesticide and supervises. the spraying. ~ They g$t all the 
jobs dope by the end of the day. 

> 

Later in the week Darcy visits each *f arm. She "inspect^ 
the crop and asks if everything seems okay. She asks if 
the farmers need anything else.. Each farmer says the crops^ 
look okay. One farmer asks Darcj? to help him plan an 
integrated pest management program. 
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Organizing the Work 



A fertilizer and pesticide service owner has to be sure that all 
jobs get done. There are four steps: planning the work; organizing it; 
doing it; and checking it. To do these/the owner must keep track of 
jobs that farmers request. First, the advisor must visit the farmer and 
write down the work needed. Then the owner must schedule the jobs. An 
easy way to -do /his is to fill out .a work order for, each job*. By 
looking at all the work orders, the owner can plan a work schedule. 



Planning the Work 

Each time a farmer calls in for help, Darcy visits" the farm and 
decides what fertilizer or pesticide is needed. She writes it on this 
work needed form. 



WORK NEEDED 
Job Fort - f ^ate: 



Advisor: 



Kind of CrQp: ~ Acreage: 

Kind of Problem: 



Fertilizer or Pesticide Needed: 
Amount Needed Per Acre: 
Cost Estimate: 



Darcy leaves a. copy for the farmer and takes' a copy back to the 
office. She asks the farmer to call Carl and set up a # timfe for spraying. 

9 
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Organizing the Work. 

Carl uses this work order form. 



r 


^ 


WORK ORDER " Date: 




FROM: 




> 




9 

' ' - . • WORK ORDER NUMBER: 


ORDER TAKEN BY: 


JOB, FOR: 




^TART WORK" fiN* 














* 


TERMS OF PAYMFNT^ 






T 






Person 
Doing $Jork 


Description 


of Work Materials 


Labor 


• » 


• 


# 


{ 

< 


WORK STARTED; 




TOTAL MATERIALS 




WORK FINISHED: 


— "—i 


TOT^L LABOR 




. ' BY: 




TAX 






\ 


TOTAL COST- 











When "a farmer calls in, Carl gets out the work needed form that 
Darcy filled out. Carl fills out plr.ts of the work order by talking 
with, the farmer and using information on -the work Yielded form. He fil^s 
the fqrm'by.the date* ttie work will ^tart. 



Each day Carl looks at the work 'orders for phe whole week ahead. He 
plans when to do the new jobs as well as finish the old ones. He tries 
to schedule jobs on the day the farmer has asked ^f or. If he can't, he 
calls the farmer back to decide on, another day. He also schedules a 
time for the job to start. 



1 

Doing the Work ' • . . > 

. ; \ • * ■« 

When he goes to do a job, Carl p takes the work order form with him. 
The form tells him where to go and what to do. He finishes falling out 
the form at the job. 

Under "Materials," 4 he writes the, cost of the spray. This i^ 
measured by the quantity of insecticide or fungicide used. Under 
"Labor, 11 he writes the cost for' the time the job takes. The cost of 
labor depends ,on how many hours he works. He has to keep careful 
records of this. At the bottom of t the form, by "Work* Started," he 
writes the date *and time he starts. When the work is finished, he 
whites the date and time under "Work Finished,. 11 

When the job is done, he can figure ~Dut the total costs. He adds up 
the cost # of all spray materials to get "Total Materials. 11 , He adds up 
the post of all labor to get "Total Labor." He figures the tax on the 
spr^y and puts it by "Tax." Tax is not charged on labor, "only on 
materials* * He adds up the total figures and tax to get "Total Cost." 
He leaves a ^opy of the work order with the farmer. He also takes a 
copy ba^ck to Tina so she can keep the farmer's account up to date. 

i 

, Worlc orders are. a big help^ to a fertilizer and pesticide service. 
They help the pwners keep track .of jobs that need to be done; They help 
the owners plan a work schedule. And they help the owners keep track of 
-how much farmers should pay them. 



t 

\ 

Checking the Work 

Carl Knows it°is very ^important that farmers like his work. If 
..farmers don't think the'job was -done well, they won't call him for other 
jobs. They may also tell other farmers not to call. So Darcy checks on 
every job after it's done. If there are problems, Carl goes back to the 
farm to settle them. When Darcy checks on the work, she asks if there 
is anything else the farmers need to have done. This is a good way to 
get more jobs. t 

■» , 

Summary 

It is important for a fertilizer ami ^pesticide service to organize 
its work. You now know things that can help. 
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Learning Activities 



Individual Activities 



f • 
1. One day the Flanagans -needed to have 10 acres of squash sprayed for 

mildew. Carl fill# out* the form. 



* WORK ORDER , Date: - July 7 

FROM: NORTHWEST FE RTILIZER AND PESTICIDE SE RVICE- 

1600 Count^Rd. WORK ORDER NUMBER: 00301 



Farm town / ORDER TAKEN BY: Carl 



JOB FOR: FlanagaiAFarm ^_ START WORK ON: July 12 

Box 18, Route 6 

Farratown TERMS OF PAYMENT: Credit 



Person 

Doing 'Work * Description, of Work Materials Labor 

Carl Squash - Mildew, 10 acres 



Benlate, 1/2 lb. per acre, 
Phalton 500, 2 lbs. per acre . 



WORK STARTED: TOTAL MATERIALS 

WORK FINISHED: TOTAL LABOR. 



BY: TAX 



T0TA£ COST 



L 



■j ■ 



48 K 



Carl goes out to the farm on the 12th* He starts work at 9:15 a.m. 
He does the job in two hours at $30 per hour. The charge for the 
.Benlate is $200 totaL, and for the Phalton 500 is $600 total. Tax 
is 5% of the chaVge for materials only (not labor). Complete, the 
work order for this job . 4 

What are three reasons that work orders are a help to a' fertilizer 
and p e s ti c i de s ervi ce ? 

Here are the" jobs for one day. 

Tree crop pest spraying, Leggett Farm, 20 miles east of shop, 
four hours estimated. , 

• Row crop^ertilizing, Wong Farm, 18 miles east of shop, one hour 
estimated. 

• Row crop fertilizing, Amos Farm, 26 miles west of shop, one hour 
estimated. 

• Row 0 cro£ pest spraying, Irving Farm, 15 miles east of shop, two 
hpur^ estimated. • 

» Tree crop fertilizing, Winslow Farm, 28 miles west of shop, two 
hours estimated. 

• Row'crop pest spraying, Winslow Farm, .28 miles west of shop, two 
hours estimated. t 

Write out a schedule for each of two workers. Keep each worker's 

.jobs as close together as you can. Use the points of a compass if 
you neeH help. N A 

' - A 

W • ► E 

Y 

Why is it important for Darcy to call latiH* to check on the work? 
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Discussion Questions - ^ 

1# McBee 1 s fertilizer and pesticide service opened in an area of small 
f-arras. When people called, Joe McBee wrote down appointments for 
advising and spraying an little slips of paper. He stuck -them in a 

rawer and did the jobs when he could. He didn't write down how 
long he worked at each job until- he got back to the shop 'at night. 
„ Why do you think McBee 1 8 fertilizer and pesticide service went out 
of business? 

2. Do you think it is always easy for Carl to make up work schedules 
for himself and the other workers? Why not? What could make it . 
easier? 

1 

3. * When Darcy calls to check on work and asks if there are any other 

jobs, this is a form of "selling. 11 Why is this? 



Group Activity 



« 



Collect work order and work schedule forms from fertilizer and 
pesticide services in your coranunity. Also ask for any other types of 
forms the owner uses. These may include estimates, purchase orders for 
materials and supplies, job files, additional work authorisations, and 
others 

As a, class, talk about how, these forms would be used. Decide if 
each one would be used before or after a work needed report, a work 
.order, or a work schedule. List the order of use' of the forms^. 
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UNIT 6 



Setting Prices 



Goal: To help you decide how to'set prices for a e / % 
fertilizer and pesticide service. 

- * 

Objective 1: Pick the' best price for one of t-he^. 
services of this business. 
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CARL DECIDES HOW MUCH TO CHARGE 

r 

Carl is thinking about how much, to charge hisu^ustomers . 
Firsts he lists* his monthly expenses. Fertilizers cost 
$5,000, and* pesticides $7,500. These are his monthly 
"operating expenses." 



Lease 

Employes 1 sal arifes 

Utilities (phone, electricity, water) 

Advertising 

Ins urance 

Payments to accountant 
Payment on ljpan debt 
Repairs on equipment 
Spraying supplies 
Office supplies » * 

Gas and oil 



$2,000 
2,000 
100 
100 
150, 
150 
1,500 
250 
100 
60 

" 600 
$7,010 



He also needs $1,000 a month to live on, for his salary. 

He knows that customers pay darectly for fertilizers 
and pesticides, charged as Materials ." The rest of his 
expenses have to be met by the cost of "Labor:" He needs 
to figure out how much to charge per hour for labor. Carl 
adds operating expenses £nd his own salary. ~ This comes to 
$8,010. , - ' 

• « 

Carl can work about 160 hours every month. Darcy can, 
work the same number of hours, but the business doesn't 
charge to help farmers on integrated pest management. He. 

iks Darcy will spend about 40 hours a month on this. So 
lief £fim expect about . 280 hours a month of labor to bring in 
miney .\ Established farm service businesses in the ayea 
charge $35 an hour for labor. Carl* knows he must'be 
competitive in setting his' price. The question is, how 
much should he charge? ~ . * . \ 
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Setting Prices 



Prices for fertilizer and pesticide application can't be set 
wherever the owner would like. There are two main^ttfings to think about 
when setting prices: 

• materials; and 

• labor* 



Materials 

Carl will be charging his customers directly for materials — the 
fertilizers and pesticides he* uses on their crops. These charges will 

go right on the bill. He doesn't need to nigure these costs into' hi 

\ * -< 

charge for "Labor. 11 "Labor" charges cover all the other expenses, those 

the customer doesn't pay for directly. 



Labor 



In deciding how much to charge for "Labor," \Carl considers the 
following:* " , 

• operating expenses of the business; 

• profit needed or wanted; 

» demand for fertilizer and pesticide services; and 

• competition. % 

Carl adds up the amounts he expects to spend eact^ month' on the first 
two items: 
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i ■ 

$ 7^010. 

1,000 
$8,010 



He knows that this is "the lowest amount of income he must get every 
moitfh. If he makes less than this., the business may fail after a while. 

Then he thinks about the last two items (demand for services and 
competition). These help him decide the highest price he can charge. 
The right price for his 'services lies somewhere between the lowest and 
highest prices.1 



If people didn't ileed or want his services very much, then demand 
would be low. If demand is low, high prices might make people stop' 
buying completely. But Carl is sure people will want his services. He 
did a lot of checking to find that out before he even started the 
business. 

A 

He can't charge more than the established farm service business 
rates, $35" an hour, or nobody will use his service. The established 
businesses are his competition. * 

If he changes $28*60 an hour, he will meet his experfses exactly 
($28.60 x 280 = $8,008). If charges $30 an hour, the business will 
make $8,400. This will pay expenses and leave him $392extra every 
month. That will let him meet any unexpected expenses. Carl "decides to 
charge $30 an hour. ' 

• ^ - 

bperating expenses of the business . Operating expenses ate the 
costs a ^Business must pay just to ke£p its doors "open, whether or not it 
gets any customers. For Carl. 1 s business, operating expenses' include: 
employee sal aries; 

lease of the JJuil ding and grounds; , - * 

insurance; ^ , 

adv^rti%ing; 

utilities; . r * - 



• supplies; 

• - .payments for accounting services; 

• payment on his loan debt; and " ^ • 

• repairs on equipment. 0 ^ 



Darcy's and Tina r s salaries and the cost of the lease are the big 
parts of Carl's operating expenses. To lowet the. lease cost, he would 
have*to move, and he doesn't want to do that. He might be able to get 
employees for lower, sal aries. But to get good workers,- he pays Darcy 
and Tina fair salaries. - 



Carl knows that his monthly income must 'b^ enough to pay these 
operating expenses. 



Profit needed or wanted . If Carl can ^harge $7,010 a month for 
"Labor" to pay- the cost of operating expenses, why does he need more? He 
needs profit because h€ has to pay himself too. Usually the owner of a 
business gets paid out of the profit. If the profit is very small, the 
owner won't have enough to live an^ ^arl hopes to' make at least $1,000 
a month in profit to pay his own salary. 

But' Carl knows'he needs t even -more than $8,010. He can pay his 
operating expenses and have a realistic salary for himself with $8,010. 
But what if one of the spray rigs should break down, resulting in a ne^d 
for replacement equipment? The extra $390 a month will help him be * 
r^ady for expenses be hadn 1 1* planned oni s - . — - 



Also, he^does have some other expenses to pay out of profit. 
Besides his salary, the profit is used, to pay taxes-. "-Costs of expanding 
the business would also come out q£* profits \ f° r instance, if he bought 
a s6fcond tractor spray \ig). • 

Demand for service . Carl thinks that farmers will like his service 
and want to use it. That is, he- thinks demand will be high. But he 
also has to consider tfi'e price~~of the competition: the other farm 
service businesses. " , ' 



Competition , Carl .knows that the established farm service 
businesses offer many kinds of services. They can charge moi^e "because 
n they ar« we,ll known in fche arem. Carl knows that to compete, his % rates 
must be competitive, especially when Che business is new. So. i$ the 
beginning, he sets his price for Labor at $30, $5 less than,his compe- 
ti;£ion charges. Later, Carl can raise his hourl^labor rate. ' He may 
"even be able to char g£ more than his competition, if he gives better 
"service. 



SunmarV 



Setting prices takes some thinking. .You have to know what your 
expensed are, how mudh profit you need, and what your competition is 
charging before you set prices. 
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Learning Activities 



Individual Activities <. > 

1. Make two lists, one headed "Materials" and one headed "L^bor." List 
the^ kinds of items C^arl will charge directly to customers under 
"Materials.*" List all. his other kinds of expenses under "Labor."' 
Explain why charges for "Labor" don f t have to cover expenses for 
"Materials." > ' 

2. Check with a'fertilizer and pesticide service to get a list of 
charges^ for labor. Also ask an established farm service business 
what its labor charges are. How, $o the two compare? 

* * 

3. List the three things profit # is spent on. ^ 

4. List the two items that .add up to the lowest price you can charge. 
List the two items that help you decide the highest -price you can 
charge. Where (Joes the right price lie? \ 

• ^ * * * 

5* A new fertiliser and pesticide service can make enough money one ' 
month but too little the next, tfow would you feel downing a small 
fertilizer and pesticide sepviqe? Would yoa ratheii be the boss" and 
^ake the chance of having no salary? Or be the emdloyee and"" be sure 
, of having a steady salary? 



Discussion Questions " 

1. -If established farm services are charging only $30 an hour, what 
should Carl do?. What if .the established services ar^ charging only 
$25 an hour? 



2. Do fertilizer apd pesticide services always charge • fo^ labor by the 
hour? How else could they charge? How could. that be better than 
the -"by-the-hour" way? How could it be worse? 



Group Activity , * 

Divide the class into two or toore groups. . Each group should write 
down this list of things* to think abQut when setting prices: 

1. Cost of materials • 

2. Demand for services *" * 

3. Competition 

4. Operating expenses . 

m 

5. Profit 

Read the case study below about* "Ordway's Fertilizer and Pesticide 
Service. ,r Which of the five, things do you think*will be most important 
) to Joan Ordway, the owner, when she sets prices? Which will be least 
important? When all groups have" finished , report to each other what you 
decide. Did all the groups decide the same? If not, talk about why you 
decided what you did. . ^ 

* r 
, Ordway 's Fertilizer and Pesticide Service 

^Joan Ordway is starting her fertilizer and pesticide service 
ir\ a location where the farmers are maiply row crop growers. 
'She has talked with many farmers who want fertilizer and pesti- 
cide services. .There are no established farm service businesses 
nearby. Joah wants top quality advisors and spray crews, so she 
plans to^pay higher salaries than other services. Her office < 
rent and equipment insurance are higher than she planned. Joan 
plans to pay her staff and other expenses before she takes a 
salary for herself. * s 

t 
r 
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UNIT 7 



* Advertising and Selling 



Goal: To help you learn ways to advertise and sell the 
^services of a fertilizer and pesticide service.- 

Objective 1: Pick one way to advertise ^his 
business . , 

-Objective 2: Design a printed ad for this business. 
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"NORTHWEST FERTILIZER AND PESTICIDE SERVICE" ADVERTISES 



When Catl opened, he had to decide how to let people 
know about *his business*. \ C 

r / 

When he applied for" the bank toan, he asked for money 
to paint signs on the building and his truck. He also, 
asked for ioioney to mail announcements to farmers.. He 
thinks these are both good ways to" let the farmers, know 
about his service. .Now he must plan what the announcements 
Will -say. * 



Carl decided on the . following ad for the announcement: 

\ 



GRAND OPENING ! ! 



Fertiliser and Pesticide Spraying 

Tree Crops and Row Crops * ^\ 

•>Analysi$ of Fertilizer and 
Pesticide Needs 



Modern Equipment • 

Free ^dvice g>n Integrates 
Pest Management 





Northwest Fertiliser and Pesticide Service 
1 • 160&" County Road, 



Farm town 
'555-8360 



* 



t- ' 
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Advertising and 



Advertising and selling are the major ways that businesses get 
customers. Selling is done person to person. Advertising includes all 
the nonpersonaL ways of letting customers know about your business. 



These can include; 



signs on the business and its trucks; 
hews paper ads; * 
magazine ads; 
Yellow Pages ads; 
direct mailings; 
radio announcements ; 

billboards; ■ 

fliers posted around- town (such as those on bulletin boards); 

business cards; and j 

special items like matchbooks and pens. 



lin^s 



"Service businesses -like fertilizer and pesticide services don't do 
too much selling. Customers usually call or cdme in only when they are 
already sure of wh^t they want* But service businesses can do all the 
different -kinds of advertising. 



Any^ small business should be' listed in the Yellow Pages. ' Its name, 
address, and phone number should be include with other businesses of ^the 
same Icirtd. ? But not all businesses have ads in thfe Yellow Pages. A'ds 
cost extra money. Business owners have to decide if the Yellow Pages 
are the best place for their ads. 
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Advertising * 

i 

When you plan an advertising campaign, it's important to think about 
several things. 

• Who are the people you want to reach? 
<" • What do you want them to know? y& 

- • When should they know it? 

• can you best reach them 1 ? * 

• Why are you trying to reach them (are you having* a sale, opening 
, a new business , 'off ering new services, etc.)? 

• How much will it cost? 

Carl thought 'about several .kinds of advertising. He decided that 
there should be a sign on the building and on his truck t of course. 
After all, once he has paid for the signs, this kind of advertising is 
free from then on. And people can find the business more easily if a 
sign is on it. 

He also decided to mail an announcement of the business opening to 

0 

all the farmers in the area. In deciding this, he thought about , all the 

points* above * . 
\ 

. Who was very impprtant. Carl knew that his dustomers would be 
farmers. By talking to farmers and others, he was able to find out the 
.names, of all the farmers in the area. He s^nt an announcement to evety * 
farmer on the list. 

What he wanted ^farmers to know was what his business is; what 
services it offers, and how to find it. He listed his services in the 
ad. iHe also used pictures of healthy trees and row crops. Pictures get 
the nUssage across quickly "and make the ad more interesting. * 

When he wanted farmers to 'know about the 'business was the day it 
opened. So he had to plan backwards to be sujre that it worked out. He 
allowed two \^jteks f or~ design ingv printing, and mailing the ad before the 
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business opened. It's important to leave plenty" of time so your" 
advertising is put out when you Want it v to be. 



Carl had several choices of how to reach the farmers. He could htfve 
put an ad in the newspaper or a farm journal. But a lot of the people 
who would see the ad in those places might not be possible customers. 
And some possible customers might not see the ad, or might not 'notice it. 

He decided to mail an announcement to each farmer. A mailed 
announcement fit his purpose very well. It isn't "easy to miss, 11 like a 
newspaper ad, and it goes to exactly the people you want it to. 

Sometimes you know the kind of person you want to mail, announcements 
-to, but you don't know all their names and addresses. In this case* you 
have to search for names. The phone book, the county tax records, or a 
conmercial mailing service may be of help. 

i 

Why was easy. Carl wanted-possible customers to know that a new 
fertilizer and pesticide service was opening." So he added "GRAND 
OPENING! !" to the ^d. 

How much^ he h/ajl figured out. He wanted to send notices to about 100 
farmers. The printing cpst was $15 for ldO copies. The postage was, 
$15.00, so v th^xotal cost was $30.00« 

"If two ways of advertising are just as good, tjien choose the onfe 
that costs less. If an ad is cheap, but it doesn't reach the fight, 
people in the right way, then it's a waste of money. 



Designing an Ad 



A good ad is simple, truthful, and attractive, and it tfells the 
important things about your service. There are several things to work' 
on jLn planning an ad. 

\ 
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Headlitte . The headline should attract attention* tfq your ad. It 
should be short and give some important information aboytD your busi- 
ness. Carl used "GRAND OPENING! !"at the top pi his ad to attract 
attention. »' 



/ Illustration . Pictures make your ad more interesting. They can 
also get your message across quickly and simply. The tree and row„crop 
pictures in Carl's ad quickly t^ll people what the business works on. - 

Cppy * Copy is what you write under the headline. It tells people 
the details of your business and any special services you offer. Carl 
lists his special services: analysis of fertilizer and' pesticide needs, 
and -free advice on integrated pest management. 

Layout . The way the ad is laid out should be pleasing. It , » 
shouldn't look "busy" or crowded with too many words. Carl l^ft plenty 
of "white space 11 in his ad. ^That Way, readers can quickly see* what's 
important. , * 

> t 9 • 

Identif icati/on . The identification of the business is very 

important. The, ad should give at least the name ,' address , and phone 

number of your business^ Carl Wknts people to know how to find the 
business easily and quickly* % 



Remember 



that sometimes people think that a fertilizer and pesticide 



service, will ipray f or' p^sts in buildings. Your ad should clearly say 
that you work on farm products. 



Selling 



At the beginning of this unit, we said dhat most service businesses 
don't do^too much selling. But they do sdAe. 'In the unit "Organizing 
the Work," Darcy made calls £to the farmers after the jobs were done. 
She asked them if everything skemed okay and if they had any other jobs 
that needed to be done. This/is a kind of selling. 



In fact, everything Carl, Darcy, Tina, and other workers do to make 
farmers call them again is a form of selling. When they get jobs done 
on time, their customers are pleased* When they are friendly and fair, 
customers like to call on them again* When they keep accurate records 
of work and payments, customers know the business is run well. 



& All these are ways that service businesses sell thej.r services. 
And, if people in service bu-siriesses^'aren 1 1 reliable, friendly, and 
organized, customers won't w^pt to come back. That's a form ofc bad 
selling for the business. - 



Promotion 

Businesses do other things to make themselves* known and liked. A 
business may exhibit at a 4-H show, help out the FFA, or give to good, 
causes. It may give discounts or gifts to special customers. This is 
called promotion. 



Summary 

You can have the best fertilizer and pesticide service in the 
world. But if people don't know it, "y^ur business may J^^xl . 
Advertising and selling are the ways you let people know what you do. 
Now you know how fertilizer and pesticide businesses 'can advertise and, 
sell their services. * ~~ 



i 



r 



Learning Activities ^ 

\ ' - % . 

\ *x 

Indivi dual Activities 

** — > 

1. Carl thinks he should run a regular ad after the business gets 

started- He doesn't kpow whether a newspaper ad or a Yellow Pages 
ad would be best. 



He gets these figures f rom r ,the phone company and the newspaper • 



Readers 



Costs: 



\ 



Yellow Pages Ad 
45,000 people 
$200/month, large ad 
$75 /month, medium ad 
$30/month. small ad 



Newspaper Ad 
40,000 people 

$200/*rf?>nth, , large ad (once a week) 
$100/month, medium ad 
$5,0/month, small ad 



Go through the six steps of planning an ad campaign. Which place 
would you. put your ad? What size ad would you choose? Why? 



2. Call your local newspaper and phone company. cAsk for information on 
readers" and costs for your area. Also c^rll a local radio station 
and ask* for audience size and for its advertising costs. 



Design a printed ad JEor the following 
-service. 




zer and pesticide 



Cartels Fertilizer and Pesticide Service. has a' shop 
in town. It has threel advisors and two spraying crews. 
It also has a helicopter spraying service. The advisors 
charge a small amount for helpiog. farmers decide 'what 
fertilizers and pesticides they need. But if Carter's 
does the work, the moneylis refunded. Carter's wants to 
put a medium-sized ad in \t he Yellow Pages. « 



In planning your ad, ^ think* about the headline, illustration, copy , 
^ layout, and identification* 

4. Ask a small business owner how he^ or she* sell^and promotes the\ 
business. Stake a list of*. the ways. 

5. Look in newspapers , magazines , andrthe Xellow Pages for a printed\ad 
you like. Listen for a radio ad you like. Write down why you lik^d 
the ads. * 



Discussion Questions 



1. How, do small businesses selL and promote their pro'ducts or services? 
Tal,k about all* the different ways students found in activity 4 above. 

2. What makes a good printed ad? Bring in and compare all the\^ads 
students liked in activity 5 above. What makes a bad 'ad? Why can 
some ads make customers not war^-^o use a business? Think about 
radio ads 'as well as ptinted ads. • * 



3. 



Think about the last time someone working in a store gave you -good 
service-. What did* he or she cjo? Now think about a worker who gave 
you bad service. What did this person do differently from the first 



one.' 



Group Activity . ' 



.ERLC 



Ask a person who designs gds (a graphic artist), to speak to the V 
class. Ask ttje person to talk* about how ads are designed and printed* 
Be sure he or she talks about the cosfs of designing atyi printing 'too* 
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UNIT 8 



Keeping Financial' Records 



To help you learn how to keep financial records for 
a f ertilizer ' and pesticide service. 



Objective 1: ,*Eill out a customer account form for 
a customer. 

/ 

Objective 2: ^pil 1 out a daily trash sheet for money 
received *2nd paid out^|n one day. 



* 
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CAfeL KEEPS TRACK OF FINANCES < t 



( One day Carl gdes out to the Johnson farm-. The 
Johnsons are good customers and like to use Carl's 
seryices. They usxially use credit instead of paying cash 
for fertilizers and pesticide spraying. 

* * 

Today the Johnson's apple orchard needs to be 
fertilized.^ This job takes Carl' about four hours. Ttie 
labor costs'are $120; materials cost; $900. Carl uses a * 
work order form to add up these costs. He leaves a copy 
with the Johnstms and takes^a- copy back to the office. 

Carl has a customer billing form for each credit 
customer. Tina puts the information, from the work order on 
the Johnson's form. This lets her keep track of what the 
Johnsons have chared and how much they, have paid. 

On the san\e day, Darcy visits the Arness farm to 
analyze .the farm's fertilizer and pesticide needs. 
Mr. Arness pays her for her two-hour visit in cash. Darcy 
gives him a sales slip and brings the $60 back for Tina to / 
'record* 

In the mail are some payments from customers on their % 
.accounts. The. Orrs sent in a check for $100. . Alice 
Stanton paid $50 on her account. 

Tina has to pay some of the business' bills, too. She 
sends a check* f or $800 to Radburn Chemicals for pesticides. 
She also pays $30 to the phone company for Northwest's 
VYellcw Pages ad. $ 

At the end of the day, Tina puts all the records in 
order. Then she takes all the money received that day to / ' 
dep'osi't it in the business bank account. 
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Keeping Financial Records 

One of the most important things a small business owner must do is 
keep good financial records* You have >to know how much money you 
receive, and pay out* You have to report income and expenses to the 
government to pay taxes* Good records also help you decide if you 
should expand your .business or cut it back.- 

Types of Sales 

Cash sales . Cash sales are paid in full by cash or check at the 
time services are provided. When Mr: Arness paid for Darcy's help, he 
gave her $60 in -cash, Darcy gave him this sales slip for a receipt. 



SALES SLIP 




DATE«. 7/22 




'CUSTOMER Mr. Arness 


Description of Sale 

• 


Price 


Analysis of fertilizer and 

pesticide needs, 2 hrs, $30/hr 


$60.00 


Cash X Subtotal 
Charge Sales Tax 

TOTAL 


$60.00 
$60.00' 




**** 



Mr* Arness needed this receipt for his own records. Customers 
•should- always geg receipt? to prove they have paid for servrcls . (Note 
that in most states there is no sales tax on services. If MrJ[ Arness 
had bought fertil izer^ he would have paid sales^tax.) 

Credit 'sales . Customer billing forms help Tina keep track \of how 
much each credit customer cn/es and has paid. 

« « 

The Johnsons have had two jobs charged before this one. Ond was for 
fertilizing their lettuce field and the other for pest spraying in the 
apple orchard. They have. made regular payments.** Their billing Bprm 
lo£&s like this. 







CUSTOMER BILLING FORM 








Customer: 


t 

Johnson 










Date 


Description of Sale 


Amount 


Payment 


Balance 




Charged 


Received 


"dW 




April 30 


Fertilize lettuce field 


$240 




$240 




May 15 


Payment 




$150 


$ 9d 


t 


May 27 


Spray apple orchard 


$500 




$596\ 




June 15 


Payment 




$300 


$290 \ 




July 15 


Payment 

9 




$290 





At the end 9f each month, Tina looks, at the "Balance Due" on each 
account. Then she mails a bill to each customer showing how much the 
customer still owes. 



Some small businesses also accept major charge cards like VISA and 
""J MasterCard. .Many customers like to use these charge cards. The owner 
, doesn't have, to keep customer account forms on customers who pay this 
way. The credit card companies pay the business owner the amount the 
customer owes and then bill the customer, This can save the owner some 
problems, like customers who pay slowly or not at all. But the business 
must pay a fee to the credit card service. 
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Daily Cash Sheej: 



* * At the end of each day, Tina fills out a daily cash sheet. It helps 

her keep track of 1:he money that comes in (called revenues or inpome) 

* 

and the money that goes out (expenses). The form looks like this. 

4 : : . 



DAILY CASH .SHEET 



Cash Receipts 
Cash Sales , $ 60 



Credit Sales 



150 



TOTAL CASH RECEIPTS $210 



^10 



Cash Payments 

Salaries 

Building Expenses 

Equipment and Furniture 

Pesticides 

Advertising 

Other* 

TOTAL CASH PAYMENTS 



$800 

> 30 



$830 



Tina writes in two kinds of cash receipts. One is cash or checks 

from the cash register. Today's total is $60 f rom Mr." Arrfess. The 

other is money paid on credit accounts. Today's total is $100 fi^om the 
» 

Orrs and $50 from Alice Stanton, or a total of $150. Tina records this 
separately from/cash register receipts. This will help her i,f she ever 
needs to go back and check what happened that day. 

— « f' 

Tina also records the money she paid out that day*. She lists the 
$800 paid to Radburn Chemicals under "Pesticides." The $30 check to the 
phone company is listed under "Advertising." Tina also records- these 
checks and what they are for in her checkbook. Finally^ Tina figures 
the total*. "Total Cash Receipts" are $210. - "Total Cash Payments" are 
$830. 

\J 
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Summary 

Financial records help you keep track of your business income and 
expenses. Now you know about three of the financial record forms you 
can use to do this. There are the sales slip, the customer billing 
form, and the daily cash sheet. These records are periodically sum- 
marized and organized into\a form that shows how the' business is doing 
such as a balance sheet and^ a profit/loss statement. You will learn 
about profit/loss statements in the next unit. - If 'you do go into 
business for yourself, get Ijhe advice of a bookkeeper or accountant 
about how to complete a balance sheet. 



\ 
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Learning Activities 



Individual Activities' 



-1. List three reasons for keeping good financial records. 



"4 • 



Fill in a customer billing form for the Webste^ They charged $350 
on April 27 for fertilizing a pear orchard. They paid $200 on May 25 
and $100 on June 25. On June 2 they charged $475 for a pesticide 
spraying job on the, orchard. On July 25 they paid $300. On August 
25 they paid the rest of their bjill. ^ 



* 

Customer 


•CUSTOMER BILLING FORM 
! J 






- * * \ * 






Date 


Description of Sale 


Amount 
Charged 


Payment 
Received 


Balance 
Due 






* 

/ 






0 


a- 














t 
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3. 



Fill in Tina f s daily cash sheet for November 25. She received $100 
o#i account from the Websters, and $80* on account from Andy Johnson. 
Cash sales were $120. Tina paicf Darcy $300 for her week'*s pay. She 
paid $50 for business insurance and $150 for fertilizer (insurance 
goes under "Other 11 ). * 



DAILY CASH SHEET 

c 



Cash Receipts 
"Cash Satis $ 



redit Sales 



*0TAL CASH RECEIPTS $ 



Cash Payments 

Salaries v 

Building Expenses 

Equipment and Furniture^ 

Fertilizer 

Advertising 

Othe/ 

TOTAL CASH PAYMENTS 



4- 



Discussion Questions 
s 

1. Sometimes the "Cash Payments 11 for one day are larger than the "Cash 
Receipts." Does this mean the business is in trouble? 

2. What can owners do about customers who pay slowly or not at all? 

3. Could you complete records once^a week instead of daily? 



Group Activity 

* . * 

Ask an accountant to speak to the class about uses of financial 
records and problems small' businesses have in keeping financial 
records. OlJfier topics could include the schedule of tax payments and 
other reports to the government,' the procedures and penalties of the 
IRS, end the use of records in financial planning. 
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UNIT 9 



Keeping Your Business Successful 



Goal: To hqlp you learn how to keep a fertilizer and 
pesticide service successful. 



Objective 1: Figure out the net J profit, profit 
ratio, and expense ratio for this business. 

Objective 2: . State one way this business could 
increase its profits. 

Objective 3: State one-way this business could N 
change its services to iherease sales. 



N ♦ 
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CARL CHECKS HIS COMPANY'S HEALTH 



Northwest Fertilizer and Pesticide Service has been in 
business tor^almost three years now« Carl has hired two 
spray crew supervisors. The business has plfenty of work 
during growing season. In the winter everyone keeps pretty 
busy with dormant spraying and advice on fertilizer and 
pesticide needs. 

Even so, Carl wonders if the business could make more 
money. A couple of times he's had. trouble paying his 
bills.-' Last month he took only $800 in salary because he 
had to buy new equipment. 

<e» . 
* Carl decides tb talk to his accountant, Essie Jones. 
She has kept all his records of business income and ~ 
fexpenses. On the phone he tells her he wants to talk about 
how the business 'is' doing . 

' When he arrives at her office, Essie tells him, "I have 
figured seme totals for you. In your first year, your 
profit ratio was 8%. Although ybu made more dollars of 
profit in your second year,- your expenses increased even 
faster. I think you should try toi get your profits higher.' 

Carl wonders what* lie should do. He has already .raised 
his charges for labor* once, "to' $35 an hour.- He could raise 
them again-. Or he could try to find a way to get more .work 
for the business^in the jointer. < 

Perhaps, he could try to spend less money on expenses. 
Maybe he could cut back on his employees' hours of work in 
the winter. That would save Isome expenses in salaries. 
But that could make his employees unhappy. « 

Carl decides to have a sheeting of everyone in the 
business. Maybe if all the woltes put theirTieads 
together, .they can find the best answer. ^ 
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Keeping Yoyr Business Successful 



If a small businesses successful for more than two years,. it has a 
good chance~of\ making it. Half of all small businesses go out of 
business bef ord they 1 ve lasted two years. Carl'.s business had made it; 



for almost three years, so he felt -pretty good. ^ 

b 

\ 

But a fertilizer anj} pesticide service owner can never sit back and 
say, "I 1 ve made it." 'Things are changing all the time, or^as business 
people say, "The market changes." New kinds of spraying materials and 
equipment may come out, and workers must know-how to use them. Farmers 
have bad years and may put off services that aren't too important. 
Competition may 5 change as other fertilizer and pesticide services open 
or close. t 

» Owner* have to keep careful track of changes like these. They also 
have to 4yyow exactly how their business is doing so they can make 
changes to keep up to date. 



Profit and Loss Statement 

A profit and loss statement shows income and expenses over a period 
of time, usually a year. Remember* the daily cash sheets in the last 
^unit? For a service business, a profit and loss statement is just all 
the -daily ciash sheets added together for the whole year. 

Often a profit and loss statement shows figures for the last two 
years so that changes can be seen. A two-year<$rof it and loss statement 
for Carl's business looks like this. 
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TWO-YEAR PROFIT/LOSS STATEMENT V* V 




Year 


1 


Year 


2 , 




<> 
y 




V • x 


/o • < 


» 

Retfertues 








t 


Cash Sales 


$105,000 




$150,000 




Credit Sales 


165,000 




220,000 




, TOTAL 


$270,000 


100% 


$370,000 


100%^" 


tost of Goods Sold 


160,000 


* 59% 


/^222,000 


6oi 


Gross Profit 


$110,000 




•$148,'000 




. Expenses 








V 


Salaries 


24,000 




47,000 




Building Expenses 


26,000 




29,000 




Office and Other 


. 2, 000 




3,000 . 




Supplies 










Adverti sing 


** . 1,ZUU 




2, 500 




Gas and Oil 


S 7,200 




9,200 






J, VJUU 




^ nnn 

, UUVJ 




Other \ 


25,100 




,30,100 




/ 'TOTAL 


$ 88,500 


33% 


$125,800 


34% 


Net Profit 


$ 21,500 


8% . 


$ 22,200 


> ,6% 










1 



Essie has filled in the dollar figures for Year 1 and Year 2 on this o 

statement. At the top for each year is the total of "Revenues" or 

income. Next comes "Cost of Goods Sold. 11 This- refers to the fertil- 

lzers and pesticides used on the customers 1 crops. "Groas Profit 11 

equals revenues minus cost of goods sold. Below that n is. the total of 

"Operating"T2xpeftses" for the year. 4 "Salaries 11 includes the money paid 

each year to all workers except Carl. Carl's salary doesn't go. under 

"Salaries J 1 Remember tjiat the owner's salary comes out of profit after 

w 

expenses are paid. y^Other" includes insurance, accountant fees, interest 

* ■ Mm 

on loan, and depreciation ^JBequipment . Depreciation refers to the 
ampunt that e£juipment reduM^piry value each year due to wear and tear. 
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Net profit is the difference between gross profit and total expenses 
in a year. Net profit is used to pay the owner's salary, taxes, and 
improvements on the business* For example, Carl bought a second tractor 
spray rig in Year 2.\ He used part of the net profits to make the down 
payment. 



You can see that the business made more dollars of net profit in 
Year 2 than in Year 1. But the dollars alone don't tell the whole story. 



Profit- Ratio and Expense Ratio 




The/feason the dollars of profit don't tell us enough is that 
changes in expenses are important, too. An easy way to\see the whole 
picture ia to figure the profit ratio and the expense ratio for each 
ear . 



The profit ratio for any year is the net .profit divided by the 
revenues. For Year 1 it's $21,500 divided by $270,000 or .08 (8%). 
This shows what percentage of income the business got to keep after 
paying expenses. \ * 

' \ . . ; 

The expense ratio is the expenses divided 1^y,the revenues. For ^ 
Year 1, it's. $88, 500 divided by $270,000 or .33 (33%). 



Now it' s 



cl ear 



hat even though dollars of profit went up in Year 2-, 
the profit ratio or percentage <3f profit went down. The expense ratio, 
or percentage of expenses , went up. In a healthy small business, the 
profit ratio should go u|) or stfey the same, but riot go down. 



^icr easing Net Profi 



ts 



To increase net profits, a business must do one\of two things: 

• reduce expenses; or ' 

• increase revenues. . * 



ERLC 
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^Reducing expenses can be done in several ways. Carl ^could look for 
suppliers who have 1 ewer 'prices ♦ * The business could cut back employee 
hpurs or lay off workers. It could sell the new spray rig. It could 
'buy cheaper ads of stop advertising completely. Or it could even move 
to a cheapo building. Sometimes it costs mofe>to do that than it saves 

The profit and loss statement can help you see^where your expenses 
increased. If you look at the Year 1 and Year 2 expanses above, you can 
see that expenses for ^salaries $nd building expenses' went up a lot. 

In trying to cut expenses, business , owners bleve to^^>e careful. 
Sometimes cutting services can lose customers ft or the business. Hiring 
new crew supervisors and buying a new spray -rig helped Carl's business 
grow. He could get more jobs done sooner, and the farmer^were pleased. 

: ' « 

Increasing the profits can also be done in several way^ The" 
business tauld raise its^ prices again. It could begin* to offer, new 
services. It could try .to reach' more*'Customers by serving a bigger 
area. .-It could even start charging customers who use credit. 

Again, business owners have to be careful. If Carl* wants to raise 
prices, he has to think again about everything in .Unit 6 of this module. 
If he starts charging for credit, customers may start going to other 
services that don't. 



Carl and all the^ other workers have aomeeting to talk about what* can 
be done. Daray and the new supervisors don't want to be cut back or 
laid off. But Tina says she has some savings. She would like to work 
part-time so she can go to school, too. 9 * 

The meeting was a good one. All the workers are satisfied-. Carl is 
pleased that the business can saye money. Next year will be a better 
year for the business. ' 
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t Sunrifary 



% Keeping a small' business successful isn't easy/ The owner has to 
know how the market for his or her 'services is changing,. The owner. has 
!0f!o know how the business is doing. Finally, the owner has to plan the 
best way to change the business 1 s services to keep the business healthy, 



V 4 
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Learning Activities 



Individual Activities 



l^-J'-igure-out— the net prof if, prof it ratio, and expense ratio for this 
business for each year* 



TWO-YEAR PROFIT /LOSS STATE ME ITT 


• 




Year 1 


Year 2 




> 




$ a % / 


$ 


% 


* Revenues 










Cash ^ ales 




"$ 80,000 * 


$100,000 




Credit Sales 




120,000 ' ' 


140,000 


i 


TOTAL* 




$200,000 100£ 


. $240,000 


100%. 


Cost of Goods 'Sold * m 




^ 64,000 * ' 


67,000 . 




Gross Profit* 




$136,000 


$173,000 




Expenses 
— \x 


* 








x^'Salaries 




40,000 


60,000. 




. * Building Expenses 




40,000 : 


• 40,000 . 




„ Supplies 
Advertising* 




2,000 
10,000 


, 3,000 ■ 
10,000 




Other " — ^ — - 




' - 20,000 


- 24,000 
j. . ^ 




TOTAL - 




$112,000 % 

t 


. $137,000 


■ %> 


Net* Profit ^ 




$ " ' % 


$ • 


% 



2. \Which was/a Setter y$ar f^pr'frhe business? 



3.' List; three ways to. increase revenue^.. List three way a to reduce 
•expenses • t . Which Of these ways would incye&se net* profits? 



Discussion Questions 
# 

1. Carl did not make a lot of money from his business in some months « 
What ottier reasorts could he have had to want to keep it open? 

2. Suppose that for Carl's business, Year 2 was a better year than 
Year 1. What do you think he mightuhave di 



djie? ' 



3. Suppose that even though Carl cut expenses, his profit ratio got 
worse, and worse. What should he do next? « 

9 

< 

4. Are there .any dangers in buying materials, at the cheapest places? 
"What are they? 



Group Activity 

Using everything you've learned, plan a small fertilizer and 
pesticide service. The class can work in six teams, each on one topic: 
Planning the Business (Unit 1) * 
phoosing a Locatidn' (Unit 2) * 
Getting Money to Start, (Unir 3) 
Being in Charge (Unit 4) < 
Setting Prices (Unit 6) 

Advertising and Selling (Unit 7) <, 

-* 

The class will also have to work together as a whole, since each^f^an 
needs to know something about what Che others are doing. 
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SUMMARY 



This module has been about owning a small fertilizer 

and pes ticide -servicer - People with training in — 

^agricultural supplies and services and the proper licenses . 
can start small f ertil izer. and pesticide services. They 
cm apply fertilizers and pesticides in several ways to 
tree crops and row crops. N t 

To st&rt; a small business, you need to do lots of 
planning. First, you have to be sure that owning a small 
business is right for you. Then you have to decide what 
a Services to offer, how to compete, and what legal 

# requirements to meet. / , 

To pick a good location, you have to find out if / * 
^ customers would use your business. Then you have to g£t 

money to start. That means shqwing a banker tfi^t your idea 

is a good one. ° \ 

- » 

' Being in charge means d^iding* the work and hiring good 

' workers. Then you must keep track of jobs to be done and 
I * ' 

who will do tjfemr ^ 

. v \ . 

0 Setting prices means figuring out thd lowest price ybu 

^ can charge to meet your expenses and also the highest, price 

you can charge and still be competitive. To do 'this you 

need' information on your expensed and on your competition 1 ^ 

j 

prices*. * ' ^ 



* 
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Advertising and seJLlii\g are the ways you get customers. 
The good things your business does in your area are called 
promotion.* These are all important' ways to help your 
• business succeed* 

You should keep good financial records so you will know 
how, the business is doing. Jhen you can* decide if you^ can 
~* exparicF ^ur business or if you need to cut it back. 

* 

In order to own and operate a successful fertilizer 'and 
pesticide servtise^you need training in agricultural 
supplies arid services experience , and theVpecial business 
management skills covered in this module. If yob-hSVe not 
hajf courses in agricultural supplies and services you ) 
should take one before deciding £o own a fertilizer and 
pesrtipide service. You can learn business management 
skills through business classes, experience, or by using 
the advice and example of^^n expert. 

You migfit riQt make a lot of money by owning a 
fertilizer and .pesticide service. However, you would have 
the personal satisfaction of beihg responsible for yotir 
business and making your own decisions? r Think about hew 
important these things are to you in considering whether 
you should start your own fertilizer and pesticide service/ 



QUIZ • 



List three personal qualities the owner of this 



business might have, 

-a. : r ■ 
i — ■ 

B. 



c. 



Customers for a small fertilizer and pesticide service 
would profc&bly be: 

a. small farmers. * 

b . 1 arge f armers . 



_c . established farm service companies 



Write one way a small fertilizer and pesticide service 
can stand out from its- competitors. 



List two legal requirements for running this business 



a. 
b. 



Li'?t three things to think about in deciding where to 
locate a fertilizer and pesticide service. 



Pick the best location for a small fertilizer and 
j • 

pesticide service* 

a.^ An area with-small farms Stttt^lots -of.' 

- established farm service businesses 

b . An area-iwhere you have talked *to farmers and 

know Jfhey need your services 
o. A Spot with plenty-of space that costs '» 



$10,000/month to lease 
* * 
List at least fopr of the five parts' of a business" 
description. ' 

a . 

b. • ' . 

c . ■ •/ ' . . / 

d. - • 

What are the three main parts^of a statement of 

financial need? 

' a. ' 

. ; ; . 1 

b. ; . 

c . : 

9 

The Geiger family owns a small fertilizer and pesticide 
senvice. Mr. Geiger has been in the business for 25' 
years* His daughter Joan has just finished higjh 
school; she studied agricultural supplies ahd services, 
Mrs. Geiger takes care of the Hooks and'the billing. 
They have lots of work and need to hire a [fourth 
fullytime person. What should they do? 

a. Hire an v assistant to Mr. Geiger and have Joan 
assist her mother • < . * 

b. 'Hire an experierlced spray crew supervisor and 

have Joan assist both that pet^on: and her * 
■ father ' , • 
c. Hire an assistant, bookkeeper J - 
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10. You decide to hire a bookkeeper. for your business. 
Which, person would you choose? 

a- Joe, who .studied 'bookkeeping in high school 

* s but has not worked at it in 12 years 

b. Annie, who worked as a bookkeeper for three 

years, wants a very high Salary, and has gbod 

references <t „_ _ " ^ 

. * c « 'Jim, who worked as ,a bookkeeper for one year, 
has good references, and is studying business 
_'_ _ _ __at_ nigfcit * — - 



11. Describe one kind of training an employee of a ' 
fertilizer and pesticide service might need. 



12. Fill put a work order form with the folLowing 
information.; 

Henry* starts working on a spray job- at 9 a.m. on 
July 15. *f!e finishes at 1 p.m. The rate for labor is 
$30 an hoiir. The materi^s cost $400.. Tax on the . 
materials only is 5%. 1 \ 
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WORK ORDER . Date: July !2 

FROM: Henry's Fertilizer & Pesticide Service 

2803 Canyon Highway WORK ORDER NUMBER: 00453_ 



Felton ORDER TAKEN BY: t g4jr 



JOB FOR : Adams Farm START WORK ON: July 15 



Route 30, Box 12 



Felton TERMS OF PAYMENT: Cash* 



- Pers oa- 



Doing Wor{c Description^of Work - Materials % * Labor 



Henry Fertilize strawberry crop 

40 acres * 



Calcium nitrate, 17% 



WORK STARTED: ' y 



7 T0TAL ,MA1E RIALS 
WORK FINISHED: TOTKL' LABOR 



BY; TA> 

TOTAL COST 




13, Xhuck'and G4il work for Max's Fertilizer and Pesticide * 
. Serviqe as* pest control operators. The busings has 

two truck sftay rigs. One day the orders are* , 0 



Lemon grove, 20 miles west of office, four hours. 

estimated ^ • 
Lemon grove, '35 miles south of office, four hcfurs 

estimated k — 

— r o 

Orange groW 25; miles west of of fijce f three hours 

estimated , 
LemoA grove checkup, 2 mil els east of office, three 

hours^es timated 

' " \ 

Write a schedule for each worker. 
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14. Ybu have' just started a fertilizer and pesticide 

service. You have added up all your expenses and the 
profit you need to make. You haye to make ^t least $29 
an hour. One dealer near you charges $35 an hour. * 
Another charges $33. What should you charge? 

a, $29 an hour 

b. $31^an -hour 

' c $33 an hour 



- 15, Your f er til izer-and pes ticide service has been bp$n for 
> two months. You want to run a weekly ad. Which would 
be best for y^u? 

a. Newspaper—reaches 50,000 people (2,000 are 

farmers) and costs $15 a week ' 
u\ b. Farm .journal — reaches 3,000 people-Call 

. J farmers) apd costs $20 a week 

. C . m ■ \ 

16, List at least foujr ofc tMe five parts of a printed ad, . 
3, 

b\ • 

- «. • ' 1 

t 

d. 



17. Fill out a customer billing form with the following 
- — ^ — inf ormat iron. Be sure to show each balanqe due . 




0 

The Nakamura Farm has charged tH^se joby and made these 
payments . 

April 30 Fej^ilize spinach field' $100 

May 15 4 payment . „ 50 

M ^y. 20 Spray spinach field for pests' ^ 200 

Jime 15 . "^Payment 50 



Juiy\14 Payment ^ ioo 



r 
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' * CUSTOMER BILLING FORM 

\ 

Customer: \V 


Date - 


c -* 

Description of Sale 


Amount 
Charged 

9 


Payment 
Received 


Balance 
Due 


'X 


j 

* 









18. Fill out a daily cash sheet with the following informa- 
tion: ' " 



Cash (bills and coins ) 
C Weeks 

« » 

Payments on accounts 
Paid for pesticides 
Paid on lease . 
\Paid for a( j J 



$27*' 
33 
800 
200" 
500 
40 



DAILY CASH SHEET 



Cash Receipts 
Cash Sales t # $* 



Credit Sales 



tOTAL CASH RECEIPTS $ 



Cash Payments 

Salaries . $ 

4 * — - 
Building Expenses , 

Equipment and Furniture 

Pesticides 

Advertising 

OtheJ 

TOTAL )5ASH PAYMENTS* 




ISh Look at the profit and loss statement below* Figure* 
ouftlie net profit* Then fjLgure out the expense v ratio 
and, profit ratio* <But the percentage of Expense in the * 
( - per centag^ column next to TOTAL EXPENSES* Put the 
percent of profit next to NET PROFIT. - 

PROFIT/LOSS STATEMENT 



Revenues 

Cost of Goods Sold* 
Gross Profit 
Exp£ns es ' 

Net Profit 

1 ^ 



$ 

$150,000 
' 2 75,000 
$*75,000 
57,000 

$ 



% 

100% 



_2(L_ 



How_cafi a fertilizer and pesticide-service in^rease_its 
net profits? ' . - ( 

a. Buy^~a new truck spray rig 

b , Move to a larger sfiop *| s\ 



_c . Lower its" prices' 
_d. Advertise to more people who might use its 
services - ^ 



21. 



A fertilizer- and pesticide service is having trouble. 
The building is in toVn*" two blocks from another ■ r 
fertilizer and pesticide service. JThe servic^ charges 
for/ deciding what fertilizer and pesticides are 
ieefled* ' The own£r doesnijk like to send fiis crews on 
jobs! that are more tfyan 25 miles away.. ^ 



ListNone thing this service could try to increase its 
business. 
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PROJECT PRODUCTS 



• Entrepreneurs^ training Components 
'Vocationa l Discipline Module Number and Title i 

General Module 1 - Getting Down to Business: What's, It All About^ 

Agriculture Module 2 - Farm Equipment °Re~pai r 

_ — . _ Module 3 Iree._Se.rv.ice - — - - 

r • ' 

Garden Center " • 

Fertilizer and Pesticide Service , 



Module 4 
Module 5 
Module 6 



Marketing an J 
Distribution. 



4 i 

Health 



Business and 
Office 



Module 7 
Module 8 
Module 9 



- Dairy Farmmg- 

_ 

- Apparel Store 



1 * 



- specialty Food Store 

-^Travel Agency , 

Module 10 - Bicycle Store 

Module 11 - Flower and Plant Store 

Module 12 - Business and Personal Service 
♦ 

.Module 13 - Innkeeping 

ModuJLe 14 - Nursing Service 1 

Module 15 - Wheelchair Transportation Service 

Module 16 - Health Spa 



Answering Service 
Secretarial Service 
Bookkeeping Service 
Software Design Company 



Occupac ional 
^Hooe Economics 



Module 17 

Module 18 

-Module 19 

Module 20 

Module 21 - Word Processing Service 

> Module 22 - Restaurant Business, 
Module 2^ - Day Care Center 
Module^24 - Housecleanmg £>ervic-e- 
Module 25 - Sewing Service ' 
v - Module 26' -'Home Attendant Service 

Module 27 - Guard Servtce 
Module 28 - Pest Control Service 
( Mpdule 29 - Energy # Spacialist Service 

• Module 30 Hair Styling Shop 

Module 31 - Auto Repair Shop 
•^Module 32 -.Welding Business 

#o_dule 3| - Construction Electrician Susiness * 

Module 34 - Carpentry Business 
•.^Modul*/d5 -'Plumbing Business - , 5 • ' 

..Module 36 - Air Conditioning and Heating Service 



* • Related Re^<mrces * * - 

Resource Guide of Existing Entrepreneurship Materials 

Handbook on ytili2ation of t;he Entrepr^neurshfp, Training .Components *, 



TecnnTcal 



rrades aadv 
Induct 



Y 
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